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WE LIVE IN A PERIOD OF SIGNIFICANT 
CHANGE WITH UNCHARTED WATERS 
AHEAD OF US. TIMES ARE CHANGING, 
POLITICALLY, ECONOMICALLY AND 
TECHNOLOGICALLY.  
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INTRODUCTION

“WHERE WILL THAT LEAVE YOU, YOUR EMPLOYER, YOUR CAREER, THE 
DEMAND FOR YOUR SKILLS AND THE FUTURE OF YOUR WORKING LIFE?”

We live in a period of significant change with uncharted waters 
ahead of us. Times are changing, politically, economically and 
technologically.  

All of these considerations have implications for the 
procurement profession. They present both new challenges 
and exciting opportunities.

Where will that leave you, your employer, your career, the 
demand for your skills and the future of your working life?

In our latest Procurement and Spend Management Insider 
we tell you what we are hearing and seeing from our unique 
vantage point as specialist recruiters and thought leaders 
working at the forefront of the developments in the profession.

THIS LATEST EDITION INCLUDES THE FOLLOWING:

• All the latest news from the procurement technology sector 
including moves and acquisitions.

• New research into salary and bonus trends in the procurement 
technology sector.

• Observations on recruitment market trends in procurement 
leadership, the interim market, and procurement consulting.

• The impact of the Brexit situation on the job market and the 
perceived opportunities for the procurement profession.

• Views on the recent Procurement Technology industry events 
and coverage of the subjects discussed.

• Observations on the discussion of the future of the procurement 
skill set.
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THE PROCUREMENT TECHNOLOGY 
MARKET HAS BEEN A LITTLE  
QUIETER IN TERMS OF SENIOR 
MANAGEMENT MOVES AND  
MERGER/ACQUISITION ACTIVITY. 
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PROCUREMENT TECHNOLOGY

“RUMOURS CONTINUE TO CIRCULATE THE MARKET OF AT LEAST ONE 
MORE SIGNIFICANT BUSINESS SALE BEFORE THE END OF THE YEAR.”

In this section we cover three key areas following on from our 
previous report published in April this year:

• Industry News and Developments

• New Research into Salary and Bonus Trends 

• Demand and Supply trends in the sector 

The procurement technology market has been a little quieter 
in terms of senior management moves and merger/acquisition 
activity than reported in our previous update.

In terms of acquisitions, we’ve seen three significant deals in 
recent months. Coupa acquired specialist vendor management 
solution provider DCR Workforce in early September on the back 
of announcing impressive quarterly financial results, showing 
revenue growth year on year of some 38%, better than analyst 
predictions according to Spend Matters.

This resulted in Coupa shares reaching a post IPO high of $80.73 
in mid-September although they’d dropped back to just over $60 
by mid-October.

More recently Coupa bought Aquirre in mid-October.  Again 
more details on the deal are available from Spend Matters who 
explained that the new acquisition “stands out against competing 
e-procurement and procure-to-pay solutions for its superior 
front-end shopping user experience and its continued efforts 
to drive innovation within this segment of the procurement 
software market.”

Meanwhile Proactis continued their growth with the acquisition 
of Dutch firm eSize in August.

Rumours continue to circulate the market of at least one more 
significant business sale before the end of the year with a few 
underperforming vendors looking vulnerable, but nothing has 
been confirmed in time for this publication.

Notable senior management changes include both Dean Pathak 
and Patrick Hyati, Heads of Northern and Southern Europe 
respectively leaving SAP Ariba towards the end of the summer.  
Both had previously reported to EMEA GM Paul Devlin who left 
earlier this year.

Amabel Grant, formerly of Procserve, Basware and most recently 
the CCS has joined Bloom Procurement Services as CTO where 
she teams up with her old OGC colleague David Shields.  This is a 
significant boost for the public sector focused firm.

Simon Dadswell has left Proactis where he was Marketing 
Director. Simon was a popular and regular presence at industry 
events like eWorld and moves into a new role outsider the sector.

In Europe Ivalua have been busy with their expansion. New 
recruits include Markku Kronqvist formerly of Synertrade who 
will give increased presence in the Nordics market. They’ve also 
hired Olga Alvado from BravoSolutions (now Jaggaer of course) in 
France who lost their Sales Lead Maurice Hamoir to Per Augusta.

SAP Ariba continues to hire extensively across Europe with 
clear emphasis on increasing their capability in their Customer 
Value organisation. This includes people with experience of 
implementing their solutions along with investment in key areas 
of customer success and value realisation.

Despite Coupa’s impressive results, it appears that hiring hasn’t 
been as aggressive for them recently, but the consultancies who 
support their implementations continue to invest in their teams, 
both in terms of numbers and developing capability.

Hot off the press is the news that Lance Younger will be leaving 
Deloitte in the next few months.  Lance is the Lead Partner for 
Deloitte’s UK and EMEA Sourcing & Procurement practice with a 
focus on procurement transformation, enterprise cost reduction, 
supplier management and digital procurement.  He has strong 
relationships across a number of the key procurement software 
solutions including Ariba (where he used to lead their EMEA 
Consulting Team), Coupa, Tradeshift and several niche providers.  
We expect he’ll be a significant loss to Deloitte’s capability in this 
area, so it will be interesting to see how they replace him and 
where he’ll land next.

https://spendmatters.com/uk/coupa-announces-stellar-results-and-acquires-dcr-workforce/
http://spendmatters.com/2018/10/15/coupa-buys-aquiire-adding-to-its-lead-in-catalog-search-and-front-end-shopping-usability/
https://spendmatters.com/uk/proactis-back-on-acquisition-trail-acquires-dutch-firm-esize/
https://spendmatters.com/uk/proactis-back-on-acquisition-trail-acquires-dutch-firm-esize/
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THE PROCUREMENT TECHNOLOGY 
MARKET IS GROWING AT A PACE THAT 
THE EXISTING TALENT POOL CAN’T 
SUPPORT AND THAT IS LEADING TO 
SHORTAGES IN KEY AREAS. 
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Away from the moves, we’ve undertaken some research into 
salary and bonus trends in the sector on behalf of some of our 
clients with some interesting findings. The fundamental issue is 
that the procurement technology market is growing at a pace 
that the existing talent pool can’t support and that is leading to 
shortages in key areas. The result is challenging hiring 
conditions and rising salaries.

THE HEADLINES FROM OUR RESEARCH INCLUDE:

• Salaries for experienced Sales Directors continue to rise due 
to the shortage of proven leaders with experience in the 
sector.

• Furthermore there is an acute scarcity of mid-level sales 
people with experience of articulating the value technology 
proposition to procurement and finance stakeholders.  This 
is forcing vendors to go outside of the sector for such hires.

• The salaries required to hire experienced pre-sales specialists 
from the industry are proving to be prohibitively expensive 
for several vendors. Unfortunately, the situation is not much 
better when you consider going outside our market into 
neighbouring sectors.

• Experienced Implementation consultants are the single 
biggest skill set in demand. This is driven by both solution 
providers and consultancies who support the implementation 
and associated transformation projects.  We have a clear 
supply/demand inequality that is creating real hiring 
challenges. We’ve been expecting the interim market to gain 
a boost from this problem for a while and we may be about 
to reach that point.

• Account Management and Customer Success are two areas 
where the issue isn’t quite as acute as hiring based on 
transferable skills is more achievable than in some of the 
areas mentioned above where specific experience is vital. 
Even so, strong performers can expect to see their skills in 
demand as the industry continues to grow.

We are able to provide bespoke salary research for the sector 
and would recommend it to any organisations thinking about 
end of year pay reviews.

NOTES ON OUR OBSERVATIONS FROM OUR LAST REPORT

We predicted limited hiring from newly merged organisations in 
our last report. The three main deals that we mentioned were 
Jaggaer’s acquisition of BravoSolution, the Proactis/Perfect 
Commerce reversed takeover and Advanced Software adding 
Science Warehouse to their portfolio.

We haven’t seen any evidence to contradict our prediction as 
each of these organisations have largely been successful in 
retaining its key people albeit with a couple of exceptions as 
outlined above.

We did predict more merger and acquisition activity and there 
maybe more before the year end but with the uncertainty 
created by Brexit and other political trends geared around trade, 
it’s quite likely that we’ll see business leaders acting cautiously 
until these issues settle down.

NEW RESEARCH - HIRING, SALARY & BONUS TRENDS  
IN PROCUREMENT TECHNOLOGY

“EXPERIENCED IMPLEMENTATION CONSULTANTS ARE  
THE SINGLE BIGGEST SKILL SET IN DEMAND.”
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THERE IS SOME EVIDENCE OF CLIENTS 
USING PROCUREMENT INTERIMS TO 
EVALUATE AND ASSESS RISKS IN THE 
SUPPLY CHAIN DEPENDENT ON THE 
OUTCOME OF THE BREXIT NEGOTIATIONS.
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INTERIM MARKET

“OVERALL DEMAND THROUGHOUT THE YEAR FOR CANDIDATES WITH  
CATEGORY MANAGEMENT AND SRM EXPERTISE HAS BEEN STRONG.” 

The interim market is always highly variable and reactive to 
market conditions with demand often reflecting specific trends 
within procurement or the business cycle. This year the financial 
services sector has been consistently strong throughout, but 
other sectors have varied with demand tailing off over the summer 
but with no consistent pattern seen.

However overall demand throughout the year for candidates with 
category management and SRM expertise has been strong. At 
the beginning of the year senior leadership and transformation 
roles were also in high demand but more recently there have been 
fewer available. Since the late summer period there has also been 
less demand than normal for transactional level roles which is 
unusual. Demand has been strongest at mid-levels typically for 
short term category management and SRM roles. 

These patterns have been reported to us by both clients and 
candidates and we think it reflects a trend to hold back or scale 
down major transformation projects thus resulting in fewer 
‘leaders’ or ‘do-ers’ being required. 

These trends may reflect increasing economic uncertainty as 
companies look to manage costs by delaying major expenditure 
and focus on short term gains. Organisations seem to be looking at 
maximising the relationship with existing suppliers and improving 
the cost and the value of their major categories of spend resulting 
in continued demand, meaning SRM and category management 
interims.

There is some evidence of clients using procurement interims to 
evaluate and assess risks in the supply chain dependent on the 
outcome of the Brexit negotiations. However, many organisations 
are waiting to see what the exact scenario will be before taking 
on any extra resource. If it is a ‘no deal’ scenario many clients 

anticipate they could potentially need many extra ‘heads’ just to 
plough through the extra work needed. Some services business 
anticipate little urgent change initially but those with an EU based 
supply chain could face significant challenges to manage.

The interim market highlights some of the current conflicting 
signals about the economy. The wider demand for temporary staff 
across the UK economy is down overall by approximately 4.9% 
in the quarter to August 2018 despite employment overall being 
at a record high since 1975 with high real wage growth at 3.1% 
(source: Staffing Industry Analysts). This indicates a pattern of 
nervousness around the immediate economic climate and tighter 
staffing budgets moving forward that has not yet resulted in 
permanent job losses.

Clearly there is some evidence growth has slowed and some 
businesses are entering a holding pattern ahead of any Brexit 
deal.

Another issue that many have been overlooking or ignoring in an 
ostrich like fashion is the extension of IR35 to the private sector. 
Many had been hoping this had gone away as an immediate 
challenge however the Chancellor Philip Hammond has now 
confirmed that it will be extended to the private sector in April 
2020. This article from the BBC gives a good overview and some 
of the implications. 

So interims and private sector organisations of over 250 people 
now need to start to look at how they ‘contract’ and ensure any 
‘interim’ is outside of IR35 by April 2020 or risk some of the chaos 
that was seen in the public sector when this was implemented 
there. This article gives an excellent overview of some of the key 
issues and key steps needed to protect your organisation or your 
own contractor status outside of IR35.

https://www2.staffingindustry.com/eng/Editorial/Daily-News/UK-Number-of-temp-employees-decreases-4.9-unemployment-rate-rises-47759?
https://www.bbc.co.uk/news/business-46021558
https://www.contractoruk.com/private_sector_ir35_reform/contractor_survival_guide_ir35_reform.html
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DEMAND IS DOWN BECAUSE  
MANY COMPANIES ARE ADOPTING  
A “WAIT AND SEE” APPROACH.
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PROCUREMENT LEADERSHIP & SENIOR MANAGEMENT

“IT SEEMS RARE NOW WHERE A  
CANDIDATE CAN LEARN IN THE JOB.”

Overall 2018 has been a positive year for the senior end of the market, 
particularly when directly compared with 2017. As previously reported 
hiring at senior and leadership levels was probably about the 
strongest we have seen for some time. This continued until the early 
summer when the number of leadership roles has noticeably dropped 
and has yet to fully bounce back.

Where the economic outlook is less certain firms are looking for 
greater internal consensus when making senior appointments. This 
translates in to additional layers of interviews, testing and background 
checks. Naturally this adds significantly to the length of a recruitment 
process. A number of the projects we secured in Q1 took some time to 
complete with one role taking almost a year from when we were first 
briefed in late 2017. Whilst investing resources in securing the right 
candidate is to be applauded, we are seeing strong candidates 
becoming disengaged by drawn out selection processes. Clearly 
there is a fine balance to be struck.

During the autumn period where we would normally see a ‘spike’ in 
the number of new roles this has been less pronounced and it does 
come down to the negative effects of the uncertainty created by the 
ongoing lack of clarity as to the outcome of the Brexit negotiations. 
We have had a number of clients and contacts report their observations 
of this and subjectively we had the view that recruitment is taking 
longer and that activity is being held back.

We have also found that organisations are being very demanding in 
terms of their specification and they will keep looking until the ‘ideal’ 
candidate is secured. It seems rare now where a candidate can learn 
in the job. More often the candidate needs to hit the ground running 
and is typically implementing or rescuing a major transformation 
programme - there isn’t time to learn.

“THE BREXIT EFFECT” 

A number of objective studies have now quantified this perception 
of anxiety in business including this quarterly economic study by 
the British Chamber of Commerce indicating that the proportion 
of services firms recruiting is at its lowest for 25 years.

It also confirms that of the services firms that did try and recruit, 
the percentage experiencing difficulties rose to an all time high 
since the survey began in 1989, so there is both a lack of roles and 
a lack of the right calibre of candidates for those roles confirming 
what we have seen in procurement this year.

We believe that demand is down because many companies are 
adopting a “wait and see” approach, being even more selective 
than usual during this period of uncertainty in the run up to the 
UK leaving the EU. Many senior leadership candidates are also 
taking this cautious approach resulting in a lack of supply in 
certain sectors.

Brexit is clearly creating uncertainty at the top levels of British 
business - that we all know - but the actual figures are quite 
startling with a recent Deloitte report indicating that just 12% of 
CFOs saying that now is a good time to take risks and 44% 
expecting their own capital spending to be lower over the next 
three years. In fact, the CFOs interviewed have warned that hiring 
will slow over the next three years as a result of Brexit, up from 40%.

However this uncertainty over Brexit may well present an 
opportunity for procurement and the supply chain, and we’ll look 
at what that means for the market in our next report by which 
time the nature of the UK’s post Brexit relationship with the EU 
will be clearer - hopefully!

Many commentators within procurement feel that the next year 
could be one of great challenges and opportunities for those in 
Procurement, Supply Chain and Logistics as these areas will be 
directly in the front line of any changes to our trading relationships 
with the EU and elsewhere. 

Regardless of what exactly does happen there is one certainty: 
that the supply chain and relationships with suppliers will need 
to be re-designed or new approaches found according to the 
specific business circumstances. Whilst the change isn’t clear 
yet, proactive CPOs can do something about it to lessen the risk 
and any chaos but it will need the senior leadership team to look 
at this as a whole and formulate a ‘what if’ strategy now.

Some commentators (Oliver Durand) sum this up very nicely as a 
real challenging time for procurement but a real opportunity for 
leaders to make a difference to their business.

So is it glass half empty or glass half full? The choice is yours, but 
this will be the time when real procurement leaders can and will 
be able to make a significant difference to their businesses. It 
just might need to be in your current procurement role for now?

https://www.britishchambers.org.uk/news/2018/10/bcc-quarterly-economic-survey-uncertainty-bites-as-survey-shows-uk-economy-is-stuck-in-a-rut
https://www.theguardian.com/politics/2018/oct/08/brexit-anxiety-for-businesses-at-highest-since-referendum
https://www.linkedin.com/pulse/brexit-good-procurement-uk-europe-olivier-durand/


Market Update Autumn 201814

IT HAS BEEN A GREAT YEAR FOR 
SOME FIRMS, WHILE OTHERS FACED 
A MORE CHALLENGING TIME.
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“FROM WHAT WE HAVE SEEN THE YEAR HAS BEEN ONE  
OF CONSOLIDATION RATHER THAN EXPANSION.”

CONSULTING

The consulting market is an interesting one to call just now as 
it has been a great year for some firms, while others faced a 
more challenging time.

Earlier in the year Argon and Crimson & Co merged (in the UK 
at least) but other than that major changes to the procurement 
consulting market have been limited.

From what we have seen the year has been one of consolidation 
rather than expansion. Corporate clients seem to have 
increasingly tight purse strings and activity sits within these 
parameters. Outsourcing still has a role to play in the public 
sector but we have not heard of any significant sized deals for 
some time in the private sector. Nor have we been asked to 
look at major resourcing projects on the back of proposed 
major deals. Most work has been on a ‘single vacancy basis’ 
rather than to look for a whole ‘team’.

Overall similar impacts of the Brexit uncertainty are apparent 
with clients less able or less willing to take risks or commit to 
major projects unless here is a proven benefit or payback in 
the short term. Clients are convinced of the need to run 
transformation projects or to revamp their procurement 
technology, but the purse strings mean many are trying to do 
things themselves or delaying ‘go’.

Some of the smaller players remain strong within their 
particular niche but we have not seen any major spikes in 
demand or sustained hiring other that at more junior levels. 
Most recruitment has been related to churn rather than 
inherent growth in their procurement business.

Overall a number of firms such as Deloitte and Bain have been 
reporting good rises in profits this year, but this is mainly 
driven by their work in Audit, Tax, M&A and Employment (HR/
Legal) related business.

Growth we have seen is technology related with a number of 
firms looking for partnerships with some of the technology 
providers themselves. So demand for those with technology 
related project experience has been strong and a key 
requirement has specifically been for those with technology 
implementation skills. The challenge has purely been a supply 
and demand issue - many clients think that these people 
would command salaries similar to project managers but 
those with this skill set are increasingly aware of their market 
value.

In summary in procurement consulting it has been a mixed 
year and this is increasingly due to uncertainty around Brexit 
and questions about the economy in the short to medium 
term. Clients appear to have deferred discretionary spend 
where they could with many focused on a cost-management 
agenda with fewer investing for growth. 

The upshot for consulting firms is that dependent on Brexit 
there could be significant amounts of project work in the 
coming months as things become clearer.
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THE BEST ORGANISATIONS ARE  
LOOKING 10 YEARS AHEAD WHEN  
THEY VISUALISE WHAT THEY WANT  
TO ACHIEVE WITH TECHNOLOGY  
LIKE AI.
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“LESS THAN 10% OF PROCUREMENT FUNCTIONS ARE ANYWHERE  
NEAR ADOPTING THIS LATEST ITERATION OF PROCUREMENT.”

CORPORATE PROCUREMENT TECHNOLOGY

This report comes on the back of a recent spate of procurement 
technology events. We’ve had the opportunity to speak to a 
number of senior procurement leaders to get their insight into 
where their organisations are at in terms of adopting the 
solutions available, and what that means for issues like the 
development of the procurement skill set and hiring the skills 
required to achieve best practice in the use of tools like AI, spend 
analytics and upstream and downstream procurement solutions.

There’s a full review of the progress on the future of the 
procurement skill set later in this report so we’ll focus on the 
impact on recruitment here.

The stark fact is that despite the growth being enjoyed by several 
of the leading vendors, the uptake in the use of their solutions is 
still slower than many expected or predicted. In fact SAP Ariba’s 
Chief Digital Officer Marcel Vollmer told Supply Chain Digital that: 
“I think everyone agrees that digital transformation will heavily 
impact all the procurement, supply chain and finance functions. 
Eight-three per cent are absolutely convinced it will impact more 
in 2018 than in 2017.

“The follow-up question was, ‘Have you already highly automated 
your core systems to ensure that you can be ready for digital 
transformation?’, and only 5% confirmed with a clear ‘yes’.”

In our view this is delaying the development of the procurement 
skill set. Lots of thought leaders devote thousands of words to 
the subject, talking about tools like AI facilitating the move away 
from tactical activities enabling the profession to focus on more 
strategic value add activities but the reality is that it is still the 
minority that are actually doing this. One leading voice in the 
industry told us that “less than 10% of procurement functions are 
anywhere near adopting this latest iteration of procurement” and 
that is supported by the data from Deloitte’s latest CPO survey 
published earlier this year that told us:

•● 72% of procurement leaders are spending less than 2% of 
their budgets on training, an increase from 66% in 2017.

•● Nearly three-quarters of procurement leaders have said that 
their procurement teams possess little or no capability to 
maximise the use of current and future digital technologies.

•● Only 16% of procurement leaders are focusing on enhancing 
the digital skills of their teams.

We see and hear about big businesses being held back on digital 
procurement transformation by issues like incompatible legacy 
systems and lack of a robust business case to justify the 
investment.  

Even those that have made a positive start on this journey face a 
challenge in repositioning procurement within their organization, 
to be receptive to initiatives like business partnering and supplier 
collaboration to seek out innovation.  

This area offers a particular challenge to the profession leaders 
both in terms of selling it internally and either training and/or 
hiring the people who will be able deliver this in future.  Something 
we’ve been asked to comment on recently as outlined below.

What we can say, and this follows the theme from the last report, 
is that data remains the area where companies can start this 
journey. Working out a data strategy complete with tools, skills 
and long-term objectives is an area that is stimulating some 
interesting recruitment activity.

We’ve also seen the first few roles where the emphasis is on 
visualising the opportunities that exist and understanding the 
potential for improvements that upstream procurement 
technology can offer. We’ve been asked to hire for this particular 
skill set by the vendors themselves in the past, but this sort of 
visionary role for end users is still rare.

It is encouraging that this is starting to filter through. As Rohit 
Talwar explained in his keynote speech at Basware Connect, the 
best organisations are looking 10 years ahead when they visualise 
what they want to achieve with technology like AI.  So dedicated 
resource focused on looking for opportunities for best practice 
use of procurement technology in the future is a great 
development and hopefully a sign of things to come.

https://www.supplychaindigital.com/scm/sap-aribas-marcell-vollmer-digital-transformation-taking-longer-expected
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COMPANIES SEEKING TO CREATE  
THEIR OWN BESPOKE SOLUTIONS  
ARE AT RISK OF MISSING OUT ON  
THE INVESTMENT AND DEVELOPMENT  
IN THE CLOUD-BASED SOLUTIONS  
FROM THE MAJOR VENDORS.
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“TECHNOLOGY IS ALREADY OFFERING A STEP CHANGE  
IN PROCUREMENT CAPABILITY.”

THE FUTURE OF PROCUREMENT - SKILLS, DEVELOPMENT,  
RECRUITMENT & RETENTION

The Future of Procurement is a subject that has attracted a lot of 
column inches from thought leaders in the past couple of years, 
but the debate has picked up some real momentum in the past 
few months resulting in it being a central theme at several of this 
autumn’s procurement events.

Following on from our feature on The Future of Procurement in 
the last report where we examined the opportunities that exist 
for the function to evolve from a savings dominated agenda, 
Andrew Daley was asked to speak at two such industry events. 
He was fortunate enough to see some great input from several 
respected procurement leaders and offer a recruiter’s perspective 
to the debate. The discussions centred around the future skill set, 
the use of technology as a catalyst for change and the implications 
for professional development, staff retention and talent attraction.

Starting at the SAP Ariba Procurement Summit which was 
sponsored by Deloitte, there were excellent presentations from 
Guy Hubball (ex CPO of BP), Marcell Vollmer (SAP Ariba’s Chief 
Digital Officer) and Graham Wright of IBM, all of whom touched 
upon the skills debate to some extent.

Taking the various points raised and seeking out areas of 
agreement, we are able to offer the following summary of what 
these leaders told the audience:

Technology is already offering a step change in procurement 
capability. Early adopters are working on their data strategy with 
the objective of embracing spend analytics capability. Such data 
will also drive machine learning and the use of artificial 
intelligence to automate tactical activities and provide a platform 
for better decision making and insights.

A key challenge for procurement leaders is to map out their future 
vision of what procurement will offer to their organisation and 
develop a plan to recruit, retain and develop the people who will 
be able to focus on the strategic value-added activities that will 
be enabled by the current and next generation of software tools.

Common themes in the vision for these strategic value-added 
activities include a Consultative Sourcing model along the lines of 
the trusted advisor approach. This will include greater business 
partnering, collaboration both within the organisation and externally 
with suppliers, opening opportunities for supplier led innovation.

The challenge for procurement leaders is this area is twofold: 

Firstly, identifying the skills required to deliver these services, for 
example, better relationship management skills to facilitate 
improved business partnering, an entrepreneurial mindset for 
supplier collaboration, whether that be through existing staff 
development, external talent attract or a combination of the two.

Secondly, embarking on a change programme to educate the 
business stakeholders about what this new iteration of the 
procurement profession can offer the organisation and creating 
a fertile environment for their teams to deliver on this. 

One of the many upsides for the leaders who embrace this 
challenge is that it gives them a huge advantage in both existing 
staff retention and external talent attraction.

Aside from the focus on data and the debate about the future 
procurement skill set, it’s clear from the discussions at this event 
that the use of procurement bots is now becoming more common 
and will see significant growth in the near future. It’s widely 
expected that this will evolve into greater use of voice recognition 
technology along the lines of Amazon’s Alexa.

Companies seeking to create their own bespoke solutions are at 
risk of missing out on the investment and development in the 
cloud-based solutions from the major vendors that will be 
regularly updated and improved as the vendors learn from their 
broad customer base.

AI driven tools like IBM’s Watson can be deployed to support 
functional leaders and Group HR to streamline and improve 
internal career development capability, digital skills development 
and recruitment from both internal and external sources. This is 
a potential game changer for organisations who are serious 
about hiring the best available talent in a market characterised 
by skills shortages.

SAP Ariba is incredibly passionate about CSR. Its “Procurement 
with Purpose” mantra was a strong theme throughout and it’s a 
subject that we talked about in some detail in our last report.  
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PROCUREMENT LEADERS SHOULD  
BE INSPIRED BY WHAT THEY’VE  
SEEN FROM THE PROFESSION’S  
LEADERS, INSPIRED TO GO AND  
DEVELOP THEIR FUTURE VISION  
FOR THEIR PROCUREMENT FUNCTION.
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“WE ARE MAPPING OUT THE INNOVATORS AND EARLY ADOPTERS,  
TRACKING THE PEOPLE WHO HAVE THESE SKILLS.”

THE FUTURE OF PROCUREMENT - SKILLS, DEVELOPMENT,  
RECRUITMENT & RETENTION CONT...

Again, the technology exists to dig deep into the supply chain for 
visibility. Justin Sadler-Smith talked about an automotive client 
who has visibility into seven tiers of their supply chain, so there’s 
some exciting potential there for organisations who need to 
think very carefully about this area. It’s also a capability that will 
prove very valuable in a post Brexit UK.

For all this talk about the potential for technology to be the 
catalyst for procurement to evolve, to offer more to its 
stakeholders and become a truly strategic function, the fact 
remains that the people who are able to talk about this from a 
position of strength and experience, rather than a future desire 
to achieve it, are in the minority as outlined above with the 
figures from the Deloitte CPO Study. 

We estimate less than 10% of functions are making real headway 
on this digital transformation journey and as Andrew Daley told 
the audience at the SAP Ariba event: “Procurement leaders should 
be inspired by what they’ve seen from the profession’s leaders, 
inspired to go and develop their future vision for their procurement 
function in their organisation.”

All the technology tools are there, all the learning resources are 
available, all the thought leadership is fairly consistent in its 
vision for the future. It’s up to procurement leaders and the 
emerging stars who seek to emulate them in future to go out 
there and make it happen.

The good news for our clients is that we are mapping out the 
innovators and early adopters, tracking the people who have 
these skills, and working with the people are who are passionate 
about hiring them.

A week later Basware Connect offered a slightly different 
emphasis but an equally enjoyable range of topics to consider. 
The common theme was as you would expect - the opportunities 
that exist for procurement and finance professionals to embrace 
the digital transformation opportunities as outlined above.

UK&I Country Manager Louis Fernandes spoke about the meeting 
of mind and machine, the opportunities and the limitations that 
exist when humans work with the latest technology to embrace 
“Superfinance” as he put it.

This teed the audience up nicely for what followed and something 
that Basware do very well - their events have speakers from 
outside the immediate procurement and finance world to give a 
different perspective from many of the other technology vendors. 
They give the attendees something of an education and a great deal of 
food for thought. They are also a lot more interesting than a detailed 
walk through of the challenges of a P2P implementation project!

Last year it was Matthew Syed (The Times journalist and “Ping-
pong guy” from the BBC podcast) who gave the audience a 
fascinating presentation entitle “Black Box Thinking.” This time it 
was Rohit Talwar, noted Futurist, Author & Advisor.

His presentation “AI and the Next Frontiers of Business” outlined 
a vision of some mind-boggling possibilities underpinned by the 
development of AI that are potentially closer than we think. He 
also explained several examples where AI is already infiltrating 
our lives in many ways we don’t realise.

His work as an advisor to some major corporations enabled him 
to outline how the best organisations are typically looking 10 
years ahead to what they might achieve with technology and 
explained how that enables planning now which in turn develops 
ideas we can act on now.

This might seem like an obvious concept but it’s one that few 
organisations have truly embraced.

Another point of interest that he raised was about how leadership 
skills will need to evolve, particularly for hybrid organisations 
that truly combine the power of humans with the potential of 
Artificial Intelligence. These organisations will present unique 
challenges that are still very rare now. 

This observation about leadership was part of the presentation 
where he touched on the challenge of developing new skill sets 
for the new world, a subject regular readers will know we are 
passionate about and one that we’ll explore further below. It’s 
clear from what Rohit was saying that like procurement and 
finance, other professions clearly have their own challenges to 
reinvent themselves in a digital world.
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THE JOB MARKET IS LIKELY TO  
APPROACH A TIPPING POINT WHERE  
DIGITAL PROCUREMENT SKILLS WILL 
BECOME INCREASINGLY VALUABLE.
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“AI IS ALREADY INFILTRATING OUR LIVES  
IN MANY WAYS WE DON’T REALISE.”

THE FUTURE OF PROCUREMENT - SKILLS, DEVELOPMENT,  
RECRUITMENT & RETENTION CONT...

Much as we’d like to cover the subjects Rohit talked about in 
more detail, we wouldn’t be able to do them justice in this report. 
So our advice is this: if you are interested in understanding more 
about where the technology might be heading in the next 5-10 
years then you could do much worse that read one or more of 
Rohit’s books as part of your own personal development. We 
certainly intend to.

Amongst the breakout sessions later in the day was Peter Smith 
of Spend Matters talking about “What’s Left for Procurement.” 
Regular readers of Spend Matters will know that Pater and his 
colleagues have already devoted a lot of coverage to the future of 
procurement in an automated world. Their thought leadership on 
the subject is largely in line with what was debated at the SAP 
Ariba event and you can read more about it here. Our own Andrew 
Daley followed Peter at the Basware event with his presentation 
entitled Climbing the Career Ladder in an Automated World. 
Picking up on the rather concerning data from the Deloitte CPO 
report mentioned above, Andrew’s message was to take 
responsibility for your own personal development and not wait 
for your employer to invest in suitable training. He told the 
audience to embrace the new way of thinking before the 
opportunity passes them by, as the job market is likely to 
approach a tipping point where digital procurement skills will 
become increasingly valuable.  

He talked about how people can utilise the myriad of learning 
resources available to them to help with this professional 
development and then “go find a visionary leader to work for.”

His audience debated the skills that will be required by 
procurement professionals in the future. Amongst those that 
were suggested were the ability to envision what the possibilities 
are for the future of procurement technology and a willingness to 
self-educate in the absence of suitable training.

Broader commercial skills, such as a wider understanding of the 
financial implications of procurement-led decision making and a 
more entrepreneurial mindset to help facilitate more business 
partnering, collaboration and seeking out supplier led innovation 
were also up for discussion.

Of course these subjects will continue to prompt discussion 
across the profession in the coming months and years and we’ll 
be sure to be part of that debate. We’ll also be looking for those 
people who are at the forefront of procurement evolution on 
behalf of both the hiring companies we work with and the 
individuals who seek suitable opportunities to advance their 
career with the right organisations.

http://www.spendmatters.com/uk/fututre-of-procurement/
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Edbury Daley places outstanding professionals in to a wide 
range of businesses in the key areas of procurement, supply 
chain, consultancy and spend management technology.

Our people, our knowledge and our networks are outstanding 
and we are constantly challenging our clients and ourselves 
to recruit more effectively. We know our market and we are 
passionate about sharing that knowledge.

Our reputation is founded on providing consistency, 
professionalism and honesty in every single assignment, 
regardless of size. Our procurement recruitment knowledge is 
unrivalled and we will continue to set industry standards. Edbury 
Daley is the recruitment company that others aspire to.

Andrew is one of two founding 
Directors and the leader of the 
procurement practice for Edbury 
Daley, a niche recruitment 
consultancy formed in 2005.
His core strength is mid to senior 
level procurement appointments 
with emphasis on key skills like 
strategic sourcing, procurement 
transformation and stakeholder 
engagement.
He has over eighteen years 
experience of recruiting 
procurement professionals 
across the private sector.
In 2010 he began to develop a 
specialist SRM practice, and has 
since had increasing success 
in the growing Procurement 
Services sector which includes 
consultancies specialising in 

procurement led transformation 
programmes and the deployment 
of spend management and data 
analytics tools.
He regularly publishes commentary 
on the employment market 
conditions for the procurement 
profession including the highly 
regarded quarterly procurement 
market update, some research 
studies and other articles on 
issues affecting the profession.
Andrew’s career in Executive 
Recruitment started when he 
joined The PSD Group in 1995.
In 1998 he was asked to take 
responsibility for launching 
the new Purchasing & Supply 
Chain division and has 
specialised in procurement 
ever since. He can list some 

of the leading professionals in 
the sector amongst his regular 
customers and is particularly 
well networked across the 
consultancy field.
He left PSD to launch a new 
Purchasing & Supply division 
for Ajilon in 2002 as Head of 
Practice but left in December 
2004 to start the Edbury Daley 
business with co-Director 
Simon Edbury.
Andrew was educated at William 
Hulme’s Grammar School in 
Manchester before graduating 
from the University of Sheffield 
with an honours degree in 
Economics in 1993. Outside of 
work he is a devoted father to 
his two daughters.

Specifically, our client engagement incorporates the following:

• Evaluate client procurement vacancy requirements in relation 
to the prevailing market conditions.

• Offer market leading advice on how to improve recruitment 
success rate and reduce associated hiring timescale.

• Work with clients to create a compelling proposition to 
candidates for their procurement and supply chain vacancies.

• Empower our clients with highly accurate market intelligence 
including the latest salary data in procurement, consulting 
and spend management.

• Utilise an international network of procurement professionals 
to creatively source the best candidates.

More info at www.edburydaley.com

ANDREW DALEY
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A graduate of London University, 
Simon has been in the recruitment 
industry since 1996 when he 
joined PSD. After six years, he 
joined Ajilon Executive to start a 
new executive recruitment team 
in the North West. Here he 
broadened his industry contacts 
and knowledge by working with 
a greater variety of clients on 

senior recruitment projects.
After great success within 
corporate recruiters, January 2005
saw Simon and Andrew establish 
Edbury Daley which has provided 
a specialist and dedicated 
senior level recruitment service 
to an ever increasing client list. 
Simon is renowned for his 
professional, reliable, direct 

approach to both clients and 
candidates. His no nonsense 
approach combined with deep 
industry knowledge has earned 
him an outstanding reputation. 
Outside of work he enjoys 
family life, playing golf and 
following the NFL.

Peter is Associate Director at 
Edbury Daley and specialises in 
procurement following five years 
leading recruitment at procurement 
outsourcer Proxima.
He has more than eighteen years’ 
recruitment experience spanning 
a number of sectors including 
aerospace engineering, 
manufacturing, professional 
services and corporate functions 
such as HR, finance and 
procurement. As a result he has 
an extensive network of contacts 

and a strong track record in mid to 
senior level appointments, most 
recently in procurement.
He began his recruitment career 
in MRI / Humana, a niche executive 
search specialist, in 1996.
In 2000 he moved in-house to 
head-hunt a new management 
team for Manpower, and then led 
a complete transformation of the 
recruitment process at Rolls-
Royce plc, working closely with 
Procurement to restructure the 
recruitment supply chain. He then 

joined BDO Stoy Hayward to 
head up its Resourcing team, 
before moving to Proxima in 2009.
Peter is a Fellow of the Chartered 
Institute of Personnel and
Development and has a Master’s
degree in Human Resource
Management, as well as a degree 
in Geography. Outside of work 
he has two sons, is a long-
suffering Newcastle United 
supporter and is a keen walker.

PETER BROPHY

SIMON EDBURY
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Andrew Daley 
Director 

0161 924 2385 
07711 715258 

andrew@edburydaley.com

Simon Edbury 
Director 
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07946 577145 

simon@edburydaley.com

Peter Brophy 
Associate Director 

07908 440520 
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